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Preface
This MAS practice aid is one in a series devoted to the kinds of man­
agement advisory services most often provided to a CPA’s small business 
clients. Even though the same services may also be provided to large 
clients, practitioners’ experience indicates that providing advice and as­
sistance to small, closely held businesses often differs from similar en­
gagements with larger clients. Small businesses frequently do not find it 
cost-effective to have the breadth of accounting expertise present in 
larger businesses. Hence, the nature and depth of the practitioner's gath­
ering and analysis of the data may differ when providing services to small 
and large clients. Most important, the personal plans, finances, and de­
sires of the small business owner may have a significant impact on current 
and future operations of a small business, and the practitioner must take 
them into consideration when providing advice and assistance.
MAS small business consulting practice aids do not purport to include 
everything a practitioner needs to know or do to undertake a specific 
type of service. Furthermore, engagement circumstances differ, and, 
therefore, the practitioner’s professional judgment may cause him to con­
clude that an approach described in a particular practice aid is not 
appropriate.
For members employed in industry and government, MAS small busi­
ness consulting practice aids contain information that may be useful in 
providing internal advice and assistance to management.
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Scope of This Practice Aid
This practice aid provides the practitioner with information to assist clients 
in developing a budgeting process and a budget. It may also help prac­
titioners and members in industry develop guidelines and techniques for 
predicting income, expenses, and cash flow. This is not the only feasible 
approach to the budgeting process. Practitioners may use any approach 
warranted by specific requirements and circumstances. They may also 
modify the sample forms and cost study in this practice aid to fit particular 
client situations. The forms and the study are not recommended for use 
in every situation.
Some of the information contained in this practice aid has also ap­
peared in other practice aids; however, no presentation of this subject 
would be complete without it.
Recognizing the Need for a Budget
Many small business owners are experts in production or sales, but they 
know relatively little about the financial aspects of their businesses. Under 
these circumstances, the practitioner can advise the client about the 
benefits of a formal budgeting process and help the client achieve such 
benefits. The budget may be developed either as an integral part of a 
business plan or to address operational considerations such as the fol­
lowing:
•  Lack of growth or excessively rapid growth
•  Low profits
•  Inadequate compensation for the owner
•  Lack of the owner’s understanding of the business
•  Ratios inconsistent with industry ratios
•  Inadequate working capital
•  Underutilization of physical and human resources
Engagement Considerations
The practitioner may perform all phases of the budget development proc­
ess (from the preliminary survey through the final recommendation, in­
cluding implementation and monitoring) or may assist management in
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only parts of the process. The extent and nature of the practitioner’s work 
will depend on the client’s capabilities, the engagement circumstances, 
and the practitioner’s ability to provide such services.
Throughout either an MAS engagement or an MAS consultation on 
the budget development process, the client provides essential data, ob­
jectives, and assumptions.1 The practitioner always assumes the role of 
advisor, allowing the client to decide on the budget alternatives.
Close involvement in the budget development process is advisable 
for line managers, particularly those directly affected by the budget. One 
way they can do this is through management by objectives (MBO). Their 
participation can increase commitment to the budget, which may ulti­
mately determine its success or failure.
If the practitioner provides a financial forecast or projection that is 
intended for more than just internal use, he refers to appropriate profes­
sional literature on prospective financial information.2
Client Evaluation
An engagement to develop a budget process may be initiated by the 
practitioner, based on observations of the client, or the client may request 
it.
To determine whether to undertake an MAS budget engagement for 
a new client, a practitioner may review the circumstances of the client’s 
request. In initial discussions with the prospective client, the practitioner 
might seek to develop the following pertinent information:
•  Has the prospective client had prior experience with a budget, and 
if so, was it successful?
•  What circumstances prompted the prospective client to request bud­
geting assistance?
•  Has the prospective client previously engaged an accountant, and if 
so, why is he seeking another one?
•  Who referred the prospective client?
•  With whom does the prospective client bank?
•  What law firm does the prospective client use?
•  Was the prospective client involved in any earlier business ventures, 
and if so, what were the results? What is the nature of the current 
business?
1. For definitions of MAS engagement and MAS consultation, see Statement on Standards 
for Management Advisory Services No. 1, Definitions and Standards for MAS Practice (New 
York: AICPA, 1981).
2. See Statement on Standards for Accountants’ Services on Prospective Financial Infor­
mation, Financial Forecasts and Projections, and the Guide for Prospective Financial State­
ments (New York: AICPA, 1986).
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•  What is the financial history of the current business?
•  Who are the owners or partners?
•  Does the management team have the experience and education to 
make the business a successful one?
•  Is the prospective client seeking to establish a continuing relationship 
with the practitioner or asking for one-time-only assistance?
In deciding whether to accept the new client, the practitioner may be 
guided by the following additional considerations:
1. Would accepting the prospective client be in keeping with profes­
sional standards and with the practitioner’s policies?
2. Does the practitioner believe that the benefits of the budgeting en­
gagement are cost-effective?
3. Does the practitioner possess the budget development competence 
to successfully complete the engagement?
Engagement Understanding
Before starting a budgeting engagement, the practitioner and the client 
reach an understanding about the objectives, scope, and benefits of the 
service to be performed. The engagement objectives are normally spelled 
out in a letter or memorandum that might include items such as—
•  The specific activities involved in developing the budget.
•  The respective roles of the practitioner and the client (including a 
clear statement that the client will decide on alternatives and provide 
assumptions).
•  The anticipated results and benefits.
•  When the engagement will be considered complete.
•  The proposed fees, timing of bills, and manner of payment.
•  A signature line indicating the client’s written acceptance.
A sample engagement letter appears as appendix B.
Preliminary Survey
A preliminary survey can be performed to identify areas of budgetary 
strength and weakness and to clarify the client’s budgetary process or 
information system. However, the practitioner often uses prior experience 
and knowledge of the client to make initial judgments about the positive 
or negative aspects of the client’s system. If a preliminary survey is 
necessary, the practitioner frequently performs it as the first step of the 
engagement.
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The practitioner’s inquiries in a preliminary survey generally concern 
the following:
•  How does management forecast volume?3
•  What is the plant or facility capacity, the equipment capacity, and the 
personnel capacity?
•  How does management determine cost and selling price?
•  What is management’s profit goal?
•  What financial statements does management receive?
•  What is done with excess resources?
•  What is the appropriate budget period?
•  What is the detail level of the budget?
Based on the results of the preliminary survey, the practitioner for­
mulates an initial approach to achieve the engagement objectives and 
develops an appropriate work program.
Conducting the Engagement
A budgeting engagement consists of four phases:
1. Fact-finding
2. Budget development process
3. Final report
4. Implementation and monitoring
Fact-finding
When helping a small business client prepare a budget, a practitioner 
gathers information in sufficient detail to identify potential weaknesses 
and strengths in any areas of the budget process, to corroborate prelim­
inary survey data, and to confirm the engagement understanding.
The information to be gathered may fall into the following categories:
•  Prior budget information, if any
•  Historical financial data
•  Market share and sales forecast
3. Throughout this practice aid, the terms forecast and projection and their variations are 
defined according to standard dictionaries and not as they are used in the AICPA Statements 
on Standards for Accountants’ Services on Prospective Financial Information.
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•  Plant and equipment availability
•  Cost accounting system
•  Estimating or quoting system
•  Management information system
•  Management goals and objectives
•  Personnel availability and capabilities
•  Plans for the development and introduction of new products and ser­
vices
•  Marketing and distribution system
Budget Development Process
After gathering essential information about the client’s objectives, re­
sources, and internal information systems during the fact-finding process, 
the practitioner is ready to enter the budget development phase of the 
engagement. Much of budget development involves the mechanical, 
arithmetical manipulation of data, which can be facilitated by microcom­
puter technology and electronic spreadsheet software programs. These 
programs can do the routine calculations needed to prepare the pro­
spective financial statements and, equally important, to perform com­
putations based on “what if’’ scenarios.
Budget development encompasses a logical series of steps, as 
follows:
1. Forecast unit sales volume.
2. Evaluate the ability to provide the forecasted volume.
3. Compute the cost to provide the forecasted volume.
4. Identify the cost of all other operating expenses.
5. Determine the price of products or services.
6. Compute the dollar sales volume.
7. Prepare the projected income statement.
8. Prepare the projected cash flow statement and the balance sheet.
9. Measure actual results against budget projections.
10. Evaluate the results.
The order of these steps may be modified to fit the individual client’s 
situation. For example, if a client budgets to achieve a desired result, the 
steps will be reversed. The following subsections review each of these 
budget development steps in greater detail.
Forecast Unit Sales Volume
The budget process begins with a forecast of units to be sold during the 
upcoming budget period. Increases or decreases in quantities are based
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on the client’s evaluation of expected activity with new and existing cus­
tomers, expected activity from new products or services to be made 
available to customers, or expected increases or decreases in market 
share. In addition, the sales forecast may be reevaluated after determi­
nation of the appropriate selling price.
Evaluate the Ability to Provide the Forecasted Volume
The practitioner evaluates the client’s ability to provide that number of 
units based on the forecast of unit volume. How will the company secure 
the products or services needed to meet the sales forecast— or how will 
the company’s production capacity be expanded to meet the sales fore­
cast?
If expansion of capacity is impossible or economically unfeasible, the 
practitioner reviews the forecast. The decision tree in appendix A provides 
an example of this evaluation process. Each branch of the decision tree 
addresses a crucial factor involving funding, time, or personnel. For ex­
ample, if increased funding is needed, then the client’s ability to acquire 
the funding, either internally or externally, determines whether the fore­
casted volume is obtainable.
In the case of increased volume, any necessary changes in produc­
tivity might take so long that the client will not be able to reach the level 
of forecasted volume during the budget period. One reason for this delay 
might be that the personnel required to meet increased volume levels 
have not been employed and trained yet.
If the client can provide the forecasted volume, the practitioner con­
siders whether there is substantial excess capacity. If so, he decides 
whether this excess capacity should be eliminated or maintained for future 
growth, or whether the original forecasted volume should be reexamined 
in an attempt to use the excess capacity.
Compute the Cost to Provide the Forecasted Volume
After confirming the forecasted sales volume and the ability to provide 
the products or services, the practitioner and the client compute the cost 
of providing the forecasted volume. They closely examine all existing cost 
factors and compute the relative changes created by the forecast. Items 
to consider include—
• An estimate of the goods and services needed from third parties, 
based either on quotations from the third parties or on estimates made 
by the client’s staff.
•  Salary and wages of current employees, including increases that will 
be granted during the forecast period, and the estimated compen­
sation of any additional or laid-off personnel.
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•  Variable expenses that are traceable in terms of dollars or percent of 
volume. Some of these expenses will remain totally variable in relation 
to the increase or decrease in volume; others will become semifixed, 
because they are not governed solely by volume.
•  Fixed expenses. The practitioner arid client verify that these items will 
remain at the forecasted level, notwithstanding an increase or de­
crease in productivity and volume.
Identify the Cost of All Other Operating Expenses
After forecasting the client’s unit sales and the costs of providing these 
units, the practitioner identifies the cost of other operating expenses, 
such as sales and administrative expenses. Sales expenses may en­
compass commissions, salaries, advertising costs, and delivery and 
freight charges. The practitioner determines whether these are variable 
or fixed expenses, based on the forecast. Other operating expenses 
include product or service development costs; administrative expenses, 
such as executives’ salaries, staff salaries, and professional fees; and 
overhead costs for office supplies and postage, communications sys­
tems, taxes, and interest expense. These operating expenses are nor­
mally fixed in nature but may include some variable elements. When the 
practitioner has evaluated and included all these cost factors in the bud­
get, he will have determined the total projected cost of operating the 
business during the budget period.
Determine the Price of Products or Services
The client evaluates and sets prices in light of competition, existing market 
conditions, and profit expectations. The practitioner might have to revise 
estimated sales volume and costs to meet the client's profit goals or might 
even have to assess whether certain products or services can be prof­
itable, given market realities. For more information on pricing, other prac­
tice aids in this series may be helpful.
Compute the Dollar Sales Volume
The practitioner can compute the dollar sales volume by multiplying prod­
uct price by forecasted unit sales volume.
Prepare the Projected Income Statement
Using the computed dollar sales volume, the cost of providing the fore­
casted volume, and the operating expenses, the practitioner prepares 
an income statement for the budget period. (Exhibit C-2 in appendix C 
is a sample.) The practitioner may need to prepare a separate schedule 
for the cost of goods sold. (Exhibit C-1 in appendix C is a sample.) In
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addition, he includes estimated income from other sources (such as 
interest) in the projected income statements.
This income statement will produce either an acceptable or an un­
acceptable result of operations. An unacceptable result will require 
changes in planning and assumptions made up to this point, including 
sales forecasts, prices, or costs.
Prepare the Projected Cash Flow Statement and the Balance 
Sheet
Next the practitioner prepares the projected cash flow statement (ap­
pendix C, exhibit C-3) and the balance sheet (appendix C, exhibit C-4). 
The practitioner may find it helpful to prepare these statements simul­
taneously, because they involve a series of interrelated assumptions. 
Decisions related to accounts receivable turnover, inventory turnover, 
bank loans, payment of accounts payable, and fixed asset acquisitions 
affect both the balance sheet and the cash flow. Preparation of these 
statements may uncover problems related to one or more of the as­
sumptions used during the budget process. In this event, the practitioner 
will have to revise the original assumptions.
Measure Actual Results Against Budget Projections
Incorrect projections can undermine a budget by impairing the ability to 
establish realistic benchmarks. Therefore, the practitioner and the client 
need to compare actual results against budget projections. The differ­
ence indicates inadequate information or operational weakness, and cor­
rective action may be needed.
Evaluate the Results
Throughout the entire process, the client’s goals have influenced the 
assumptions about profitability, cash flow, ability to pay owners’ salaries, 
reduction of debt, and any number of other items. A review of these items 
and the projected income statement, balance sheet, and cash flow will 
give the client a good idea of whether goals can be achieved under the 
budgeted conditions. If specific objectives have not been realized, the 
practitioner and the client can reexamine and revise the assumptions. It 
may be necessary to start at the beginning with a new analysis of the 
forecast of unit volume, or only small modifications may be necessary. 
The final budget is the result of the adjustment of assumptions by man­
agement to reflect realistic market conditions.
Final Report
The primary engagement output consists of the complete budgeted in­
come statements, balance sheets, and cash flow statements. The prac­
8
titioner would discuss these items in detail with the client and may also 
include graphs and charts to aid the presentation.
Implementation and Monitoring
The completion of a budget does not represent the final phase of client 
assistance. Preparing the budget enables the client to compare the trans­
actions that will take place over the budget period to the budget itself 
and thus to exercise greater control over the internal and external forces 
affecting the business.
Each month the client can reexamine the original assumptions in light 
of actual operating results. If the business is running close to the pro­
jection, no modification may be needed. If facts and circumstances re­
lated to policy, marketplace conditions, or competition have changed 
significantly from the original assumptions, and these changes are ex­
pected to continue, the practitioner and the client may modify the budget 
during the year.
Minor changes in facts and circumstances may not always require a 
budget revision. It may be more practical to recognize that these budget 
variances will exist during the balance of the budget period and then to 
incorporate any new assumptions or revisions in the budget process for 
the next period.
The budget process reviewed in this practice aid provides frequent 
opportunities to reassess assumptions and recompute the impact of the 
revised assumptions on the client company. The practitioner needs to 
encourage the client to make reassessment an integral part of the com­
pany’s budget process.
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Appendices
APPENDIX A
Decision Tree: Evaluating and Balancing a Client’s 
Capacity to Provide the Forecasted Volume
Yes Does client 
have capacity 
to provide forecasted 
volume?
No
Is there excess 
capacity?
No Proceed
with
budget.
Can capacity be 
increased quickly?
Yes No Yes
Should the 
excess capacity 
be used to 
increase
forecasted volume?
Yes Go back 
to change 
volume 
assumption.
No Does client 
have sufficient 
funds to increase 
capacity?
No
No
Yes
Should client 
reduce or lim it 
excess capacity?
No Proceed
with
budget.
Can client 
obtain extra 
personnel needed 
to increase 
capacity?
Yes Yes
Determine 
best method to 
dispose of excess
Permanent
alternative
Sell/terminate.
Obtain extra 
plant capacity, 
equipment, 
and personnel.
Temporary
alternative
Lease/
furlough.
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APPENDIX B
Sample Engagement Letter
CPA & Co. 
Anytown, USA 00000
April 17, I9XX
Mr. Robert Jones
XYZ Company
15 Main Street
Anytown, USA 00000
Dear Mr. Jones:
This letter confirms our understanding that CPA & Co. will assist you in im­
plementing your budget process and preparing your budget.
Our engagement will consist of the following:
1. We will review the research underlying your assumptions and offer sugges­
tions and comments, as necessary.
2. Using our prior knowledge of your company and industry, we will evaluate 
the assumptions to be used in the budget.
3. We will assist in preparing the budget. The anticipated reports include—
•  A budgeted income statement.
•  A budgeted balance sheet.
•  A budgeted cash flow.
4. On completion of the budget, we will be available to evaluate the actual results 
against the budget. We will help you arrive at alternative courses of action 
based on these results, as applicable.
We base our fees for these services on time expended at our standard rate.
We will send invoices to you each month, based on work performed. Fees are 
due on receipt.
Please signify your acceptance of these terms by signing below and returning 
one copy.
Sincerely,
CPA & Co.
Accepted b y ___________________________
Date__________________________________
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APPENDIX C
Royco, Inc., Case Study
This case study* illustrates how an owner-manager develops a sophisticated 
budget. Many clients will not require as detailed a budget as shown here; how­
ever, the developmental procedures described can be applied to most client 
situations.
Background
Royco, Inc., is a small manufacturer of stereophonic system components, pri­
marily speaker units. The owner-manager also serves as the chief financial officer 
and has been engaged in a number of activities leading up to the preparation 
of the company’s budget for next year. His objectives and assumptions represent 
many hours spent in evaluation, market assessment, and negotiations with bank­
ers and other lenders. Because the budget is only as good as the assumptions 
on which it is based, these are as sound and realistic a reflection of the year's 
expectations as possible.
To ensure that this budget will prove effective for managing operations, the 
owner-manager of Royco has given these matters extremely careful thought. He 
has based the Royco budget on an explicit set of objectives that anticipate a 
need for financing during periods of inadequate cash flow to—
•  Sustain increased market penetration.
•  Expand physical facilities to meet increased product demand.
•  Improve product quality without significantly increasing unit cost.
Having established these objectives, Royco’s owner-manager proceeds to 
develop the budget, using the following step-by-step approach.
Forecast Unit Sales Volume
After discussion with sales personnel, the owner-manager determined that a 25- 
percent increase in unit sales volume is feasible. The company markets multiple 
products, but most sales are of a single line of speaker units. Since no new 
products are being introduced, the increased sales are expected from gaining 
new customers and expanding sales into new territories.
* Reprinted, with modification, by permission of Coopers & Lybrand from Three-Way 
Budget: A Businessman’s Guide to Cash Control (copyright © 1982 by Coopers & Lybrand, 
USA). In this case study the owner-manager, not the practitioner, performs the budget 
development activities because Three-Way Budget was written for clients. In an MAS en­
gagement to develop a budget, the practitioner performs the activities in consultation with 
the client. Assumptions and decisions are the responsibility of the client.
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Compute the Cost to Provide the Forecasted Volume
The owner-manager examined fixed and variable product expenses and esti­
mated that the cost of providing the projected sales volume would be $718,600 
for the year ending December 31.
Evaluate the Ability to Provide the Forecasted Volume
Early in the process preceding budget development, Royco’s owner-manager 
determined that the existing manufacturing facilities are inadequate to produce 
an increased number of units. Following a decision-tree analysis (appendix A), 
he concluded that if Royco constructs a new facility, the company will be able 
to produce not only next year’s unit volume, but that for future years in which 
further sales increases are anticipated.
In addition, a new facility will enable the company to minimize cost increases 
through greater productivity. The new facility will be financed by a $120,000 
mortgage loan, for which a commitment has been obtained from a government 
development agency. Construction costs will be paid in four equal monthly in­
stallments during the next year. The owner-manager has also assumed the 
following:
•  Labor, materials, and overhead costs will increase 10 percent.
•  On an annual basis, Royco will achieve a 12.5-percent gross profit margin 
on sales. On a month-to-month basis, however, there may be variances.
•  There will be a first-quarter inventory buildup for anticipated peak summer 
sales.
•  From January through September, 75 percent of material purchases will be 
paid in the month following procurement, and 25 percent will be paid in the 
subsequent month. From October through December, 100-percent payment 
will be made in the month following purchase.
•  Labor costs will be paid as incurred; overhead expenses will be paid after 
a one-month deferment.
Identify Other Operating Costs
Royco’s owner-manager estimated that sales and general and administrative 
expenses, including interest, will also increase 10 percent. Payments on the new 
mortgage will start in October and will be $5,000 a month. There should be a 
$1,200-per-month reserve for estimated income tax payments. Interest expense 
will be paid as incurred, but other expenses will be paid in the month after they 
are incurred
Determine Product Prices
The owner-manager determined that sales prices can be increased sufficiently 
to offset cost increases. However, the market for Royco’s products is very com­
petitive, so opportunities for future sales price increases may be limited.
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Compute Sales Volume in Dollars
When the increased product prices are multiplied by the forecasted unit sales 
of each product, the result is an expected 30-percent increase in Royco’s dollar 
sales volume. The owner-manager assumes that 40 percent of accounts receiv­
able will be collected within thirty days, 50 percent within sixty days, and the 
remaining 10 percent within ninety days.
Prepare the Projected Income Statement
Royco’s owner-manager prepared the income statement in two stages—the cost- 
of-sales statement and the income statement.
The cost-of-sales statement (exhibit C-1) clearly reflects the seasonal factors 
inherent in the changing sales pattern and the company’s productivity and va­
cation cycle. Insurance and property taxes (lines 5 and 8) are level throughout 
the year. Material purchases (line 2) reflect the inventory buildup during the first 
four months of the year, and the seasonal factor clearly shows up in the summer 
months (lines 3, 4, 6, and 9). Direct labor and related factory overhead costs are 
substantially lower, while maintenance and repair costs (line 7) are definitely 
higher during this same period, when maintenance will least interfere with pro­
duction.
Cost of sales per month is one of the principal factors in projecting monthly 
earnings. The amount of detailed support needed to make this projection de­
pends on the number of product lines and the mix of products manufactured by 
the company.
The income statement (exhibit C-2) shows the rising and falling monthly sales 
expected for the year. Sales in the heaviest month, July, are more than double 
those in the lightest month, January. Because the cost of sales is staggered, the 
gross profit spread is even larger, ranging from $3,167 in January to $19,267 in 
July. Sales expenses rise dramatically from May through October, and admin­
istrative expenses are highest from March through September, because of heavy 
interest charges.
Earnings for the year are healthy, with gross profit running at the targeted
12.5 percent and net profit before and after taxes running about 6 percent and
3.5 percent, respectively.
Prepare the Projected Cash Flow and the Balance Sheet 
Statement
The time of a bank loan should be based on the cash flow statement (exhibit C- 
3). Without bank loans (line 3), Royco would be unable to handle the heavy 
expenses entailed in the inventory buildup to meet summer sales. Even with the 
loans, the company will be cash-poor in February and very tight financially through 
November. The statement serves both as an indicator of the right timing for a 
bank loan and as an early warning to management that if actual performance 
falls below the expected level, the company may have problems.
Breaking down the balance sheet (exhibit C-4) for each month provides sig­
nificant information to both management and lenders. Alone, the balance sheet
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shows an increase in total assets from the opening balance of $243,700 to the 
closing balance of $377,700. In conjunction with the other statements, it provides 
a broad as well as a detailed profile of projected company operations for the 
year, enabling both management and lenders to assess the year’s prospects 
clearly and confidently.
Measure Actual Results Against Budget Projections
Preparing a budget is meaningless unless the information is used as a benchmark 
against which results are measured. In the case of Royco, monthly reports show 
a reasonable relationship between projections and results, but significant differ­
ences in July suggest the need for operational changes.
To illustrate this, exhibits C-5, C-6, C-7. and C-8 present the results of op­
erations for the seven months ended in July. They show that sales before July 
were 3 percent higher than anticipated, but that July’s sales were considerably 
overestimated. Royco’s management believed sales would be low in July be­
cause labor strikes in a highly industrialized area had reduced consumer pur­
chasing power. But sales were even lower than forecasted. Although raw material 
purchases declined in July, when sales decreases became apparent, the pur­
chasing slowdown did not match the sales decrease. As a result, the owner- 
manager needs to consider action to deal with the effects of decreased accounts 
receivable, increased inventories, increased bank loans, and decreased pay­
ables.
Evaluate the Results and Make Revisions
Reviewing Royco's operating results (exhibits C-5 through C-8), the owner- 
manager sees no other material variances (aside from the departure from the 
sales budget). In addition, the reasons the budget was off-course were not related 
to any chronic condition that would influence future sales or cost expectations. 
Thus, preserving the basic budget, with appropriate reservations about condi­
tions influencing the summer months, seems preferable to making budget revi­
sions. Essentially, the budget needs to be seen for what it is—a practical guide 
to financial control.
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MAS Small Business Consulting Practice Aids Series
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No. 3 Assisting Clients in Maximizing Profits: A Diagnostic Approach
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No. 7 Litigation Services
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